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Willys-Overland Co. Begins 
Production of 4,400 Trucks 
For International Harvester 


Authority to Start Manufacture Given by Federal 
Court to Receivers; Will Insure Operations 
For Several Months 





Toledo, O., March 6.—The manufacture of at least 
4,000 additional trucks for the International Harvester Com- 
pany will be started immediately at the Willys-Ove Overland 


Company’s plant in Toledo. ¢ 
velopment ‘was made Friday when | FEB. CAR SALES IN 
E. LIVERPOOL AREA 
HIGHEST IN YEAR 


Federal Judge George P. Hahn 
East Liverpool, O., March 6.—Pas- 








signed an order granting the re- 
ceivers, John N. Willys and L. A. 
Miller authority to manufacture the 
additional trucks. The receivers 


‘Recommend Cash Basis for Sales; 


Situation May Be Cleared Today 


MOTOR EXPORTS GAINED 


22% DURING JANUARY 


Washington, March 6.— Automo- 
bile exports in January increased 
22 per cent. over the preceding 
month, marking the second consec- 
utive month exports have risen, the 
first time such has been the case 


since the middle of last year, it was | 


stated orally at the Automotive 
Division of the Department of Com- 
merce. 

Improved demand for passenger 
cars, due primarily to th> showing 


Finance Companies Are in Doubt as to Exact Position 


Under Bank Holiday Proclamation. Use of Collec. 
tions to Purchase Dealer Sales Contracts Questioned 


New York, March 6.—Recommendations that dealers 
operate temporarily on a strictly cash basis for both parts 
and cars was made this morning by the New York zone 
office of the Buick-Olds-Pontiac Corporation as the result of 
the extension of the bank holiday on a nation-wide scale. 
While it has been impossible to obtain a definite announce- 
ment from other companies in regard to the recommenda- 
tions for dealers, it is felt that many concur in the opinion 
of B-O-P and that this action, while drastic, is the only sane 
move at the present moment. It is considered good advice to 


— all dealers. 
GRAHAM FEBRUARY 


were further empowered to issue up | 


to the $600,000 of receivers’ certifi- 
cates as the means of obtaining 
money to hire labor and purchase 
materials. 

Mr. Miller after the order was 
granted issued the following state- 
ment: 

“A court order has been approved 
today whereby the Willys-Overland 
Company will continue production 
of trucks for the International Har- 
vester Company. Orders on hand 
are sufficient to insure operation 
for several months.” 

Mr. Miller said that a minimum 
of 4,400 trucks will be manufactured, 

ding that orders for 2,500 addi- 

mal trucks have been accepted. 
The deliveries aré to be made in 
March, April and May. With pro- 
duction beginning immediately, Mr. 
Miller said that employment will be 
provided for from 1,000 to 2,000 
workers in addition to the 1,000 men 
now working. 

The proceeds of the sale of the re- 
Ceivers’ certificates are to be placed 
in a separate trust fund. The court 
named Judge Charles Chittenden to 
take charge of the fund from which 

ill be set aside the requirements 
or labor. In the order Judge Hahn 
incorporated that there shall be no 
reductions in wages. 

Lee N. Murlin, assistant United 

tates district attorney, announced 

riday that arrangements had been 
ade through the co-operation of 

r, Miller for notices to be mailed 
to each employee to whom back 
wages is due notifying him of the 
amount. In this way the employees 
May verify the amount of the claim 

rior to the filing of the pay roll in 
ourt. 


SAN ANTONIO FEBRUARY 
SALES EXCEED 1932 





San Antonio, Tex. March 6.— 
Motor vehicle sales in this city dur- 
ing February totaled 263 passenger 
cars, 10 commercial vehicle units 
and 426 used cars. This compares 
with 260 passenger cars, 23 trucks 
and 667 used cars sold in February, 
1932. 

The month showed a drop under 
the extremely excellent showing 
made in January this year when 332 
passenger cars, 78 trucks and 459 
used cars were sold. 

Statements from dealers. this 
morning indicate expectations of 
good sales during March if the 
banking situation clears. The ef- 
fect of the automobile show, which 
opens today together with normal 
spring buying, is expected to be re- 
flected in sales. All the dealerships 
here are in good condition. Gen- 


eral business is slow, but there are 
definite signs of improvement, © 


(rrr SSS 
Sess lseessesesensessnmnsssressnassgsiiicrlsteseneenecesienaeee 


senger car sales for the month of 
February were the highest in Colum- 
biana county, of which East Liver- 
pool is the largest trading center, in 
more than a year. Truck sales 
slumped somewhat as compared with 
January, but indications are that 
March will be double last month. 


Records in the clerk of courts 
office at Lisbon showed a total of 
fifty-one passenger cars sold during 
the month of February, as com- 
pared to fifty in January, and four 
new commercial trucks for the 
month against ten sold in January. 

Dealers throughout the county are 
more optimistic at this time than at 
any time in more than a year. Pros- 
pects are more numerous and the 
people seem to be in the buying 
mood. Columbiana county is less 
affected than most any other county 
in the state with regard to bank 
limitations, all East Liverpool banks 
doing business without restriction. 

A decided improvement in used 
car sales also is reported by leading 
dealers of the county. Financing is 
easier and dealers have been able 
to get loans to finance deals made 
in recent weeks. There have been 
a surprisingly large number of cash 
sales in used cars, dealers reported. 


N.S. P. A. GIVES ADVICE 
ON BANK SITUATION 


Detroit, March 6.—As this is writ- 
ten, we are advised the bank holiday 
has been made nation-wide. This 
is encouraging because it crystalizes 
the banking situation and whatever 
correction steps are possible will be 
taken without further delay. 

Meanwhile We Recommend to 
Wholesalers: 1. Do not buy business 
with credit. All charge customers 
should immediately be placed in one 
of the following classifications: 

C. O. D.: All customers who use 
you only because they cannot buy 
what you have in stock from their 
regular source. 

Three-Day Plan: All “weak” cus- 
tomers whose accounts are now rela- 
tively small should be placed on 
C. O. D. or be required to sign a note 
payable in three days for each pur- 
chase as made. 

Seven-Day Note Plan: All custom- 
ers who have been doing business 
with you on a thirty-day open ac- 
count basis if not placed on C. O. D. 
or three-day note plan, should be 
required to sign a note payable in 
seven days for each purchase as 
made. 

Open Account: Sell on ten-day 
open account only those concerns 
which in your estimation are rela- 
tively in sound financial condition, 
have sufficient business experience 
to weather the storm and which 


(Continued on Page 4) 





of new models, was the chief cause 


of the increase, it was stated. It 
was pointed out that the export de- 
mand for automobiles usualy in- 
creased in the early part of the 
year, 

There is no conclusive evidence to 
indicate that the rise in export de- 
mand is of a permanent nature, it 
was stated. 

The following additional 
mation was made available: 

January witnessed a further im- 
provement in our foreign automotive 
trade, the total export valuation 
amounting to $6,723,788, an in- 
crease of $1,215,680, or 22 per cent. 
over the preceding month, and only 
6.9 per cent. under the $7,224,644 
recorded for January, 1932. 

Improved demand for passenger 
cars was the outstanding item, 
shipments increasing over December 
by 159 per cent. in number of units 
and 135 per cent. in value (7,026 
valued at $3,138,151, against 2,712 
valued at $1,332,043). 

Belgium, Japan, Union of South 
Africa and Australia were the lead- , 
ing markets, each registering sub- moratorium in New York state. 
stantial gains; but, it must be re- On that day the Pierce-Arrow 
membered that a certain percentage branch delivered nine motor cars to 


of our exports to Belgium is intend- | customers, which is one of the best 
single day’s record in the history of 


the company in this city. 


SALES UP 36 PER CENT. 


finance companies here this morn- 
Detroit, March 6. — Retail deliv- 


eries of Graham sixes and eights 
throughout the United States dur- 
ing February showed a 36 per cent. 
increase over those of January, it 
was announced today by R. C. Gra- 
ham, vice-president, Graham-Paige 
Motors Corporation. 

An even greater gain was revealed 
in the company’s export business, 
February shipments abroad being 


infor- 








(Contnued on Page » 


N. Y. PIERCE-ARROW 
SOLD 9 CARS MARCH 4 


New York, March 6.—The Pierce- 
Arrow branch in this city reports a 
rather remarkable sales_ record, 
which was hung up on Saturday, 
March 4, the first day of the bank 
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In and About the Plants 


By Chris Sinsabaugh 





Cadillac 


Factory executives are out in the field, lining up dealers and their 
salesmen in a nation-wide drive to get as many of the new cars on the 
road in March as possible in order to stimulate March, April and May 


deliveries. It has been found that April is the peak month of the year, 
with May second and March third, so it is figured that the more Cars 
that are placed in owner’s hands this month the better will be business 
in April and May, because of the physological effect on prospects seeing 
new Cadillacs and La Salles running in March . . . Consequently, General 
Sales Manager John Chick has put on a salesmen’s competition and 
divided the counrty into two tections, East versus West. Salesmen will 
receive bonuses for individual efforts, but in the national competition 
the salesmen in the sections of the country making the better showing 
in the way of deliveries will be given an extra $5 each... Spurring the 
salesmen to a drive for March business, Don Ahrens, assistant general 
sales manager in charge of the West, wearing a sombrero, is now swing- 
ing around the circle, contacting with dealers and salesmen, while his 
colleague, Ray Newton, assistant general sales manager, in charge of the 
East, wearing a silk hat, is out in his territory ... General Sales Manager 
Chick starts this week for a trip through the East, with New York, Boston 
and other points in his itinerary. 


Chrysler 


Joseph W. Frazer, general sales manager, now on a tour of the 
southeastern section, reports to the home office that the outlook for 
spring business in the Chrysler and Plymouth lines had appeared to be 
the most promising in years until the general financial condition of the 


(Continued on Page 2) 


ing it was learned that these com- 
panies are accepting checks for col- 
lection only and there is a differ- 
ence of opinion as to whether or not 
the companies can pay out currency 
received in payment of due accounts 
for the purchasing of dealer paper. 
This question is expected to be de- 
cided upon today or tomorrow morn- 
ing. These payments, it is pointed 
out, are received as such and do not 
represent deposits and for this rea- 
son may be available to resume the 
extension of credit on car sales. 
The general attitude here is that 
the present difficulty will be ironed 
out before the four-day holiday 
period expires and that sales per- 
haps will be delayed but not lost 
as a result of the bank closings. 
The extension of the moratorium 
plan to all states by Presidential 
Proclamation is looked upon favor- 
ably here as the quicker method 
of straightening out the entire sit- 





(Contnued on Page 4) 


WAYNE COUNTY SALES 
STEADY IN WEEK FEB, 3 


Detroit, March 6.—Considerable 
satisfaction may be derived from the 
Wayne county registrations for the 
week ended last Friday, March 3, 
As reported today by the Detroit 
Automobile Dealers’ Association, the 
count was 513 cars and thirty-seven 
trucks for a total of 550, as compared 
with the week previous of 527 cars 
and twenty-seven trucks, total 554, 
which seems to be proof positive 
that people were buying cars despite 
the financial storm. 

It was not until last Friday, the 
last day of this count, that the 
banking situation seemed to have a 
definite effect on rales. That day 
car registrations dropped to forty- 
seven, with no trucks at all. 

In spite of the bank moratorium 
new car sales in Wayne county for 





(Continued on Page 4) 


DODGE SALES AVERAGE 
JUMPS OVER 50 P. C. 


Detroit, March 6.—The latest 
weekly Dodge sales report released 
for publication by A. vanDedZee, 
general sales manager of Dodge 
Brothers Corporation, maintains the 
encouraging aspect that has char- 
acterized the company’s business 
statistics for some time. 

Dodge dealers’ retail deliveries of 
Dodge and Plymouth passenger cars 
recorded so far this year exceed sales 
made during the corresponding 
period of 1932 by 50.6 per cent. 












In and About the Plants 


By Chris Sinsabaugh 


(Continued from Page 1) 

Frazer’s trip will cover New 
He will 
A similar report was brought back by Earl B. 
In Texas, both 
the Chrysler and Plymouth sales ran far ahead of their January, 1932, 


country curtailed all forms of business. 
Orleans, Jacksonville, Tampa, Miami, Savannah and Atlanta. 
be home this week... 
Wilson, director of sales, from a trip to the Southwest. 


figures . . . Final registration figures for 1932 show that the Chrysler 
dealer organization was third in the number of passenger cars delivered 
last year. The Chrysler-Plymouth sales were excceded only by two 
lowest-priced cars ... A recent checkup of the Chrysler dealer organiza- 
tion revealed that 45 per cent. of the distributors and dealers on the 
roster at the close of 1932 had been with the company seven or more of 
the nine years that it has been in business under the Chrysler name... 
Orr S. Zimmerman, Chrysler distributor in Columbus, recently delivered 


fourteen Plymouths to the Safety Cab Company of that city. This makes 
a total of 125 Plymouths in taxicab service for this organization in the 
city of Columbus .. . The Chrysler factory is citing the use made by 
the A. B. Jones Company, Chrysler dealer in Hastings, Neb.. as an 
example of real dealer energy and intelligence. A Plymouth six recently 
sold by the Jones company was struck by a much heavier era traveling 
at high speed. The Plymouth, which contained four adults and four 
children, was somersaulted several times and finally came to rest against 
a tree. A minor fracture suffered by one of the passengers was the only 
injury. The Plymouth was equipped with Duplate safety glass through- 
out and only one of the windows was even cracked. Janes quickly saw 
the advertising value of a car that would stand up under such punish- 
ment and he placed it in his show window, with streamers indicating 
its various points of safety. He reports the sale of several] Chryslers and 
Plymouths that resulted directly from the exhibit. 


Graham-Paige 


R. C. Graham, vice-president, last weck announced that retail deliv- 
eries in February were 36 per cent. ahead of those for January ... He 
also stated that foreign shipments for the month showed a 41 per cent. 
gain over January. The tentative production schedule was increased 26 
per cent... . The Graham-drawn land yacht, the streamlined office on 
wheels for business executives, was used as the official car for the galaxy 
of Warner Brothers movie stars who were guests of the city of Chicago 
last week ... The Graham “safety tour,” which has covered most of the 
East in the interest of greater motoring safety, visited eastern Pennsyi- 
vania and Maryland cities last week, and then the star safety drivers, R. 
C. Graham, vice-president. and Cannonball Baker headed for Washington 
and the inauguration ... Harry A. Bonelli of the Graham-Paige Company 
of New England reported that 3,981 visitors crowded into the Boston dis- 
play room during th engineering exhibit held in that city Washington’s 
Birthday, a record crowd. 


Continental 


Continental production has continued to go ahead practically as 
scheduled in spite of the bank holidays. Very little effect has been felt 
through any slowing up on the part of dealers in states affected by the 
moratoriums .. . All models of Beacons and Flyers are now coming 
through. Ace models, namely the big six, are set for the 10th of the 
month ... New dealers are being added almost every day ... And 
the staff of Terminal salesmen that has been spreading out over various 
parts of the country during the past few weeks are now establishing 
these Terminals, which will specialize exclusively in the distribution of 
Beacon models . 
offered to the public this week. Its price will be only slightly higher 
than the standard Beacon. The dolled-up Beacons, it is said, will 
come in a new assortment of distinctive colors. Upholstery will be 
genuine mohair. Instrument panel and garnish moldings will be walnut 
grained. There will be assist cords, ash receivers, rear window curtains, 
robe rail, foot rest and inside visor. 


Dodge 


An increase in Dodge dealers’ retail sales is again reported. During 
the week ending February 17 retail deliveries of Dodge and Plymouth 
cars and Dodge trucks advanced 16.2 per cent. over the corresponding 
week of 1932. The statement also shows that the week’s business in 
Passenger cars and trucks 21.5 per cent. better than in the corresponding 
week a year ago, while deliveries made to date this year are 36 per cent. 
ahead of the same period a year ago. An additional interesting detail is 
the information that Dodge dealers’ passenger car and truck sales during 
the fourteen weeks extending from November 26, 1932, to February 25, 
1933, were 39.5 per cent. ahead of the same fourteen weeks a year ago. 
For the current year deliveries ta date excecded sales made during the 
corresponding period in 1932 by 50.6 per cent. 








Other cars are bigger 
but none better 


CAhustin. 


America’s Most Economical Passenger 
and Commercial Cars 


$275 up F. O. B. Factory 


Write for details about non-conflicting and valuable franchise 


American Austin Car Co., Inc., Butler, Pa. 





. It is expected that a new Beacon de luxe will be | 
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DES MOINES SHOW 
BUILDS OPTIMISM 


Des Moines, Ia., March 6.—Optim- 
ism of Des Moines automobile deal- 
ers ran high as the twenty-fourth 
annual Des Moines automobile show 
closed Saturday at the Coliseum. 
Dean Schooler, president of the Des 
Moines Automobile Dealers’ Associa- 
tion and co-manager with C. G. Van 
Vliet of the 1933 show, said that at- 
tendance figures topped last year's 
record and that show sales exceeded 
last year’s mark, 

A far greater number of prospects 
for new autormpbiles also resulted, 
he said. In explaining the success 
of the show, he said, “This is the 
first year in the history of Des 
Moines automobiles shows that new 
models of all manufacturers have 
been exhibited. 

“In former years models of some 
have been announced in the late 
summer or fall. But this year an- 
nouncements were not made until 
late in the winter. 

“The people of Iowa are taking 
advantage of drastic price reduc- 
tions by manufacturers and are 
struck by new engineering and body 
designs.” 

The largest single day’s attend- 
ance record for the show was 9,500. 
Similar crowds were in attendance 
throughout the show. C. G. Van 
Vliet, co-manager of the show, said 
the large attendance to a great ex- 





(Contnued on Page 7) 


DEALERS SUPPORT 
REGISTRATION CUT 


Hartford, Conn., March 6.—Auto- 
mobile dealers and representatives 
of oil companies turned out in force 
for a hearing before the General 
Assembly Motor Vehicle Committee 
on bills providing for reduction of 
registration fees. 

Three bills were considered. One 
would reduce the charge from 8 to 
4 cents per cubic inch of piston dis- 
placement, another would set a flat 
rate of $10 for registration fees and 
the third would make a flat reduc- 
tion of 33 1-3 per cent. in the pres- 
ent rates. 

Charles J, McLaughlin, represent- 
ing the petroleum industries com- 
mittee, supported ;the piston dis- 
placement basis of registration, while 
the $10 flat rate was favored by 
Kendall M. Pierce of Hartford, 
counsel for the Connecticut Auto- 
mobile Dealers’ Association. No one 
appeared in opposition. 

The dealers’ group offered vigor- 
ous opposition to a bill requiring 
compulsory insurance. 


SMITH TO SUPERVISE 


RAILROAD BUS LINES | 


New Haven, Conn., “arch 6. 
Charles E. Smith, vice-president in 
charge of purchases and stores for 
the New York, New Haven & Hart- 
ford Railroad, has been appointed 
vice-president in charge of opera- 
tions of the New England Trans- 
portation Company and the County 
Transportation Company, highway 
subsidiaries of the railroad. 

Mr. Smith will continue to head 
the road’s purchasing departments. 
The New Eng'tand Transportation 
Company operates both passenger 
buses and freight trucks throughout 
southern New England, while the 
County Transportation Company 
maintains passenger bus service be- 
tween Stamford, Conn., and points 
in Westchester county, New York. 


PLAN TRUCK CONTROL 


IN SPRINGFIELD, MASS. 


Springfield, Mass., March 6—The 
Rules of the Road Committee and 


Planning Board have agreed upon | 


the preparation of a_ city-wide 
method of truck traffic control and 
Progress on drawing up an order to 
embody the recommendations was 
made at a joint meeting. 

The order concerning truck traf- 
fic supervision is understood to be 
based somewhat on the proposals 
submitted to the two committees by 
the Transport Associates and follow 
along lines of control to which 
truckers represented in the organi- 
zation and others invited to a recent 
mceting have assented. The funda- 
mental principle is the creation of a 
number of strects about the city 
designated as through ways for 
trucks. 
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The Proof Pays 
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Chris Sinsabaugh 


Detroit Editor 






OMEWHAT out of the ordinary was the recent luncheon 
of the Detroit Adcraft Club in that it was a “natural” 
hooking up of Robert R. Thien as speaker with the exhibit 
of international advertising, sponsored by the Advertising 
Federation of America, which had its local showing. Thien, 
now Pontiac contact for Campbell-Ewald, formerly was 
advertising manager of General Motors Export Corporation 
and consequently knew his onions discussing foreign adver- 
tising and the whys and wherefors of it. 


* aa * 

THIEN WAS MORE at home talking about South 
American customs, because he had spent considerable time 
there, but, summed up, he declared that better results can 
be had if foreign advertising is rehashed from basic facts 
furnished by,the American manufacturers by advertising 
men in the countries in which the copy appears. Idioms must 
be used—the advertising must be so phrased that it is in the 
colloquialism of the country in which it appears, and we on 
this side of the big pond do not know how to do it. 

As showing how a bad break can be made if American 
copy is interpreted literally, Thien told how “matchless 
Buenos Aires” was converted into “Buenos Aires, the city 
without matches.” 


* * » 

IN ARGENTINA Thien found billboards the best 
medium in that people in the interior do nof see many news- 
|papers and the billboards are everywhere. Direct mail 
|also has a strong appeal because reading matter in the 
rural districts is scarce and people like to read. Thien used 
tin signs on a Chevrolet campaign in Argentina but found 
they seldom stayed up more than forty-eight hours, being 
swiped by thrifty yokels to patch the roofs of their adobe 
houses. 


* ” * 

“THE STORY the column had about the Detroit auto- 
mobile man being held up in Boston because he carried 1932 
license tags and had to be thumb-printed to prove his iden- 
tity, reminds me of the experience I had driving back to 
Detroit from the New York show,” says Ed Schipper, Hud- 
son publicity chief. “I was stopped twice in New Jersey 
and once in Pennsylvania because I had ’32 plates. The cops 
hadn’t heard of the extension to March. 

“Luckily I had with me a copy of Automotive Daily 
News which carried a paragraph about the extension. In 
each case, after showing A. D. N., I was allowed to resume 
my journey.” 


ve . of” 

P. B. Moore of Wrightsville, Pa., reads the column 
and was particularly interested in the recent story about 
the house-to-house delivery industry described therein. He 
asks who are the eighteen companies making these jobs, 
and J. K. McKeogh, sales manager of Continental-Divco, 
comes to bat with the desired information. Perhaps others 
would like to know. 

“At the present time the following low-aisle jobs of 
this type are either on the market or about to be put out,” 
says Mr. McKeogh: “Thorne gas-electric, Walker electric, 
Ward electric, Dodge, Pak-Age-Car, Twin Coach, White, 
Indiana, Studebaker, Ford, International Harvester, Federal, 
Kenworthy and Reo. 

“In addition, the De Kalb Wagon Works of De Kalb, 
Ill., is producing a job using a conventional Dodge chassis 
with the frame cut in a U section to allow the vehicle to be 
driven from a standing position. The Montpelier Body Com- 
pany of Montpelier, O., is doing the same thing, using a 
Chevrolet chassis. In addition, several other body companies 
are rebuilding different makes of chassis along these same 
lines.” 


+ 7 7 

HOW THE LACK of ready cash is crimping the style 
of Detroit motorists is exemplified in the story told me by a 
man of the industry who dropped into the columnar office. 

“I picked up my car in the garage near the office where 
I park during the day,” he said. “I told ’em to put in five 
gallons of gas, which was done. I said charge it, but the 
attendant replied that I had to pay cash. Luckily I had a 
dollar, which led he attendant to remark that I was the 
exception. 

“See the two Packards and that Cadillac,’ he says. 
‘They’re owned by customers whose monthly bills usually 
run around $50. They wanted gas today but didn’t have th: 
money to pay for it and they had to go home in street cars 
We just have to do it—money talks.’” 











Retail Salesmen 
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This department is devoted to the interests of the retail sales divi- | 


sion of the industry. 


Salesmen, this is your department, Automotive 


Daily News wants you to get something from this department that will , 


help you in your work on the firing line. 


It wants you to pass on 


your own experiences, success, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 
let us get it ready for publication. Your achievement or your mistake | 
may help another salesman to make sales or avoid errors that cost 


you commissions. 
Dealers read this page. 





Give us the benefit of your reactions on 
these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t, 





ASK PROSPECT TO BUY! 


By MELVIN J. ADAMS 
“First, know your product thoroughly. Second, ask the | Ford Model 40. 


prospect to buy.” These two cardinal rules of selling, which 
so definitely bring back the real fundamentals of merchan- 
dising and set the salesman’s feet firmly on the ground again, 
are outlined for the good of retail salesmen generally by 
C. H. Bliss, vice-president and director of sales, of the Nash 
Motors Company, who has reached his commanding position 


in the industry through the retail sales route. 


ters in Kenosha, where the business 
of producing and distributing the 
five new series of Nash cars for 1933 
is in full swing, impresses even the 
casual visitor with the certain suc- 
cess that comes from a rigid ad- 
herence to the gcod old American 
principles of thrift and simplicity in 
industry and with the permanent 
advantages of eliminating non-es- 
sentials in meeting the difficuit 
conditions of today. 

I talked to Mr. Bliss in his office 
and found that, despite the pressing 
executive activities required in di- 
recting the merchandising activities 
of one of the world’s leading inde- 
pendent automobile organizations, 
he has never lost interest in the re- 
tail salesman--the man he considers 
vital in the success of any motor 
manufacturing concern. 

“Economic conditions have done 
Strange things to many selling or- 
ganizations,” he pointed out. “One 
thing that has struck me forcibly 
lately is the listless attitude of sales- 
men in many lines of business, and 
the fact that they do not expect 
people to buy the goods they sell 
Now, more than ever before, the 
salesman should take nothing for 
granted when talking to a prospect. 
He should have no preconceived no- 
tions concerning either the desire or 
the power to buy on the part of the 
man he is talking to, and he should 
know everything there is to know 
about the product he is selling. 

“During the recent national au- 
tomobile shows—and, in fact, at all 
of the motor expositions being held 
this year—our factory executives 
have employed slightly different 
methods of approach with distribu- 
tors, dealers and salesmen in plan- 
ning for 1933. This process started 
with the debuts of new models. Its 
keynote was not generalities, not 
prophecies for this year, but rather 
a thorough presentation of our 
products to our sales forces. 

“The method employed had several 
objectives, all of equal importance. 
First, to familiarize the men selling 
the product with the cars they rep- 
resent, and do that job so well that 
they must know by heart the 
features, the advantages and the 
values combined in these cars. 
Second, to get them so well posted 
on their product that they generate 
the degree of enthusiasm which the 
cars merit. Third, to instruct them 
to instill that same sort of enthusi- 
asm among Nash owners and 
prospects. 

“In other words, the presentation 
of the 1933 Nash models to retail 
salesmen has been in the nature of 
a school of instruction, wherein they 
were impressed in no _ uncertain 
fashion that they have the quality 
cars the public needs and will buy | 





if the people approached’ are} 
handled intelligently. 
“Salesmen of automobiles who} 


have been doing their job right are | 
reaping benefits in the form of more | 
Sales. Those salesmen did a great | 
deal of sound thinking and then | 
employed the fundamentals of sell- | 
ing. They have been working—| 
working harder than before, because | 
perhaps at the first approach the | 
customer’s resistance is greater. | 


— 


A trip to Nash factory headquar- * 








has been to sell the man who could 
afford to buy, either for cash or on 
time, when he feared he couldn’t; 
and, likewise, to sell the man who 
thought his present car would do 
when it could be easily proved that 
he needed a new one in the interests 
of economy and efficiency. 

“These salesmen have known their 
own cars from the ground up, as 
well as those in or around competi- 
tive price classes. They have backed 
all of this up with a thorough en- 
thusiasm for the product they sell 
and a belief, implanted in the pros- 
pect that he needed a new car, 
ought to buy one and should settle 
his choice upon the make which 
guaranteed him the greatest value 
for the money invested.” 


DEALER } 
DOINGS 


NEWARK, N. J. 


Walter H. Wiegand, for the past 
five years with Newark Buick Cor- 





poration, has taken on the position | 


of used car manager for the Sum- 


mit Auto Sales, Inc., 321 Morris Ave., 


Summit. 
- ~ . 


General Motors Truck Company 


|} has its new medium duty trucks on 


display here, according to J. P. En- 
right, local zone manager for the 
company. 

. . . 

F. T. Tucker, manager of the ad- 
vertising of the B. F. Goodrich Com- 
pany, attended a two-day sales con- 
ference at the local district sales 
offices. J. E. Powers, district man- 
ager, was in charge of the confer- 


ence, 
* *6* ¢ 


The Newark Buick Corporation 
has opened a branch salesroom at 
273-275 Clinton Ave. this week for 
the display of Buick and Pontiac 
cars, as well as used cars. Servicing 
of cars will be done as heretofore at 
the main salesrooms, 198 Central 


Ave. 
* * *@ 


At a meeting of the metropolitan 
Hudson-Essex dealers held by the 
Braemar Sales Corporation, New 
York distributor, at the Hotel Astor 
details of an intense selling drive 
which is to begin in the coming 


week were outlined to Newark and 


other New Jersey dealers. 
~ * * 
SEATTLE 


The Post Intelligencer, automo- 


| tive section edited by Mitch Suther- 


land, put out the largest section of 
the year of any paper in the North- 
west, just prior to the Seattle auto- 
mobile show—sixteen pages, all de- 
voted to dealer and show stories 
and advertising. It looked like the 
good old days. 


* e > 
Lewis & Culbertson, Inc., had a 
“pre-show event” before the open- 
ing of the Seattle show. A talking- 
movie, “Hell’s 100 Acres,” was the 


thriller shown at its place of busi- | 


These salesmen have been the type | ness, 
who would not take ‘no’ as the final 
Instead, 


answer. their procedure | 


~ * * 


The Studebaker cup for the dis- 





| tributor rendering the best service 
for six consecutive times has just 
been won by the Lewis-Culbertson 


organization, 
~ * * 








Big news the past week along 
Seattle’s auto row was the an- 
nouncement that S. L. Savidge, Inc., 
has been appointed distributor for 
Dodge Brothers’ car and dealer for 
Plymouth. Bert L. Cocklin is busi- 
ness manager; W. G. Powell, sales 
manager, aiding Mr. Salvidge in his 
present expansion and past success. 

+ * * 

First issue of “McKay Eagle,” a 
four page house organ, published 
in newspaper form, is off the press, 
|for William O. McKay Company. 
It had a lot to say about the new 





William O. McKay salesmen won | 
four places recently in the national | 


|Ford Motor Company salesmen’s 
contest. H. H. Beeler got 
place; O. J. Anderson, second place; 
H. H. Bailey, 
'Pinkham, seventh. Thus, out of 
| seven places, this remarkable sales 
crew landed four of the places, in- 
cluding first and runnc -up. 
* * . 

Don Mills, who is bringing the 

Gilmore Air Circus entertainers to 


| the Northwest, in person, for the | 


| Portland automobile show, is also 
| bringing this feature to the Seattle 
show. 


a ae 
TRENTON, N. J. 

Nomination of officers will feature 
a meeting of the Trenton Automo- 
bile Trade Association the night of 
March 14, at the Carteret Club. This 
announcement was made at a lunch- 
eon meeting of the trade association, 
which was also held at the Carteret 
Club. 

* ° - 

The automobile salesroom at 212- 
214 East Front St. has been leased 
to the R. C. Bound Company of this 
city.. The lease was drawn for a 
term of years and after extensive 
improvements are made to the prop- 
erty, possession will be taken. 


” . o 


NEW YORK CITY 


The Cadillac Salon, 10 East 57th 
St., hereafter will be devoted ex- 
clusively to the sale of Cadillac 
V-16s. Frank H. Bowen will be in 
charge of the Salon, assisted by Carl 
A. Broesse!l, formerly of the Simplex 
Company, 





* . 


The Ginsberg, Barnes and Conway 
Company, Inc., 355 Walton Ave., has 
been appointed the exclusive distrib- 
uters for the Chain Belt Company, 
Milwaukee. The new distributer will 
handle the full line of Rex construc- 
tion equipment in the southern part 
of New York state, including Sulli- 
| van, Ulster and Dutchess counties, 
Greater New York city and all of 
| Long Island. 





* e 


BROOKLYN, N. Y. 


| Robert B. Cole, long associated 
with Hudson and Essex, will operate 
under his own name, Robert B. Cole, 
Inc., in Brooklyn. His territory for 
| the sale of Hudson and Essex cars 
will include all of Long Island and 
Staten Island, His return to Brook- 
lyn brings Cole “back home” because 
he was manager of the Brooklyn 
branch of Hudson and Essex, estab- 
lished in 1915 by Harry S. Houpt. 
Later he was made general manager 


and later vice-president and gen- | 


eral manager of the Hudson and 
Essex New York organization. 


| 7 * 

COUNCIL BLUFFS, IA. 
William T. Quick, Missouri Valley, 
|Ia., has taken over the Ford dealer- 
| ship of the Bowers Motor Co., 27-29 
Fourth street, from Chester A. Bow- 
ers. Mr. Quick has been a partner 
in the Heath Motor Co., Missouri 
Valley, for five years, and prior to 


that time was a road man for the | 


| Ford Motor Co. Mr. Bowers will 
‘continue his interest in the Bowers 
| Tire service, under management of 
William Fitzgerald. 


JAMESTOWN, N. Y. 


| Rockne dealer, for many years 
|located in East 2d Street, has re- 
| moved his salesroom and service sta- 
| tion to modern and more commodi- 
| ous quarters in “automobile row,” at 
| 1801-1805 Washington St. 
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This Is Your Pag 


Our Leading Dealers and How 
They Got That Way 








A series of brief biographies of outstanding motor car 
and truck merchants. 
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JOSEPH H. THOMPSON, 


President Joseph H. Thompson, Inc., Ypsilanti, Mich. 
Joseph H, Thompson, president of the company bearing 


his name and selling Dodge and Plymouth cars to his home- 
town folks, is one of the exceptions that prove Horace Gree- 
ley’s rule about the wisdom of a young man’s going some- 
where else, west or east or where you will. Mr. Thompson 
was born in Ypsilanti in 1890 and has lived and worked and 
prospered in the old home town. 

Of his career in the automobile *~ 
dealer field we will let Mr. Thomp- | tetter carying a date several days 


Leonard N. Rhodes, Studebaker- | 


son tell part of the story himself: 
“I had a hunch in 1914 that my 
future business was going to be in 
selling Dodge automobiles. I played 
my hunch, went to Detroit to see 
the first Dodge car every shown to 
the public, fully intending to grab 
the francnise for Ypsilanti — if I 
could get it. I did, and I have been 
Dodging ever since. My efforts have 
been fairly successful and my terri- 
tory is so full of Dodges that the 
chances are if any one insists on 
being run over by a car it will be 
a Dodge.” 
| And there Mr. Thompson modestly 
| stops, but we shall do nothing of the 
|}sort. We are going to add a few 
| things about this energetic dealer in 
}a town of 12,000 population. In his 
|eighteen years with Dodge, he has 
sold 3,227 new cars (the total is 
probably larger by this time, his 





N. A. D. A. TO FIGHT 


TAX INCREASES 


| $t. Louis, March 6.—Energetic re- 
| sistance to the present still further 
increased automobile tax burden is 
indicated as among the first activi- 
| ties that will issue from the St. Louis 
headquarters of President F. W. A. 
Vesper of the National Automobile 
| Dealers’ Association, 


| The fact that latest estimates re- 
| veal automobile owners in the United | 


States to be now paying a total of 
one billion, eighty-five millions of 
dollars in various taxes annually 
convinces President Vesper that in 
discriminatory taxation is seen an 
ever-increasing car sales resistance 
| that will eventually paralyze the in- 
dustry if not corrected. 

“One of the first things to be un- 
dertaken and _ which rightfully 
should be undertaken by the deal- 
ers because of their numerical 
strength and intimate proximity to 
the public is the matter of a speedy 
| and satisfactory relief from the dis- 
criminatory taxes with which the 


dened,” says President Vesper. 
“The automobile dealers, by rea- 





what is the character and measure 
of service that the automobile is 
|rendering to the individual who 
| owns the car and to society at large. 
| Obviously the car dealer is obligated 
by reason of his responsibility and 
his knowledge to take the lead in 
representations to law-making 
| bodies which will help them to give 
| proper consideration to the essen- 


old). In one of the years of his 
dealership Mr. Thompson sold 35 per 
cent. of the total new cars regis- 
tered in the territory. 

Many dealers will be interested to 
hear that Mr. Thompson has man- 
aged to lick the used car problem. 
We can’t take space here to tell you 
how he does it, but he uses unique 
advertising in the rural districts as 
one of his weapons. 

Mr. Thompson has been a direc- 
tor of the Michigan Automotive 
Trade Association for fifteen years 
and spent one of them as president 
of that active organization of 400 
dealers. He is past president of the 
Ypsilanti Kiwannis Club and is now 
president of the Board of Commerce. 

The Thompson organization em- 
ployes eighteen people and the aver- 
age length of service is twelve years. 
It looks to us as if Joseph H. were 
a pretty good guy to work for. 





| tial character of automotive trans- 





' 
| 


| markets 


|}units valued at $1,046,845). 


portation in our national life. 

“The association contemplates an 
immediate move toward relief in 
this matter, believing that the light- 
ening of the tax burden will more 
than any other single thing stimu- 
late not only the automobile indus- 
try but all business.” 


MOTOR EXPORTS GAINED 
22% DURING JANUARY 


(Continued from Page 1) 


ed for re-export. Purchases by 
fourteen out of the fifteen leading 
for passenger cars were 
higher than in December, in both 
number of units and valuation. 
Truck exports improved over De- 
cember by 38 per cent. in number 
and 10 per cent. in value (3,064 units 
valued at $1,151,585, against 2,212 
Japan, 
British India and Belgium were the 


| leading outlets. 


Exports of miscellaneous automo- 
tive products were v@lued at $2,434,- 


automobile industry has been bur- | 062, a reduction of $695,168, or 22 


per cent., from December. This is 
partially explained by the rearrange- 


|}son of their daily contact with car ment of certain items which, begin- 
owners, know better than any group | ning January 1, 1933, have been re- 


moved from the automotive list and 
accredited to the export classifica- 
tions of other commodity listings. 
These items include starting, light- 
ing and ignition equipment, battery 
chargers, six-volt storage batteries, 
portable electric tools and automo- 
tive wrenches and polishes, on which 
the aggregate December’ export 
valuation amounted to $168,780. 
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Stop Chiseling 

PPARENTLY authentic reports from Detroit reach us 

to the effect that some companies in our industry are 
carrying the habit of chiseling to such lengths that labor in 
the district is suffering severely from their activities. In 
such a time as the present this habit of chiseling is human 
enough, it is understandable, but it is none the less regret- 
able and even reprehensible. 

The temptation, now that every one is scrambling for 
business, to force would-be suppliers to make price cuts until 
all chances of legitimate profit are eliminated is easily under- 
stood. Every manufacturer is trying to cut his costs as low 
as possible in the hope of showing a profit on a greatly 
reduced volume. 

But here is the situation: When a motor vehicle manu- 
facturer forces a parts or material supplier to accept an order 
at a starvation price, the ultimate effect is felt by labor. The 
parts or material producer has cut his costs all the way 
along the line just as low as he can get them. There are cer- 
tain fixed charges in any plant which can only be reduced 
so far; there is a definite limit to cutting here. So when the 
manufacturer takes an order of the chiseling variety there 
is no way in which he can cut his costs further to meet the 
shaved price except by cutting his labor costs still further. 

In such a situation as the present labor accepts even 
starvation wages, rather than have nothing at all. But 
eventually the situation creates resentment; it causes malnu- 
trition among the children of workers and suffering gener- 
ally in the families. A state of mind is formed among the 
working classes that is far from healthy for the country. 

Surely in an industry so well organized as our own it 
should be possible to have a general agreement with regard 
to buying parts and materials that will eliminate actual 
chiseling and enable the suppliers to pay decent, living wages 
to their employees. If it were necessary to add $10 to the 
retail price of every motor vehicle manufacturer, the final 
effect would not reduce sales by a single unit, and it would 
give automotive labor a wage that would contribute to the 
restoration of what we like to think is the American standard 
of living. 

Many companies in our industry make a point of buying 
on a basis that allows suppliers to pay living wages. Other 
companies do not and, whether they know it or not, their 
faces should be red. 


Reciprocity 

tecent reports from Canada indicate that the people of 
the Dominion have undergone a change in sentiment regard- 
ing trade relations with the United States. After the pass- 
age of the Hawley-Smoot tariff act Canadians generally 
demanded reprisals, shutting American goods out of their 
market in return for our action in raising our tariff walls. 
This natural desire to repay in kind seems to be passing, and 
the people of Canada are showing a sentiment for some sort 
of reciprocity in trade arrangements, 

This question of tariffs to protect our home markets is 


a complicated one and obviously beyond the ability of Con- 
gress to settle satisfactorily. We cannot afford to throw our 
markets open to a flood of goods manufactured in countries 
having depreciated currencies and lower standards of living. 

_On the other hand, it ought to be able to establish pro- 
tective tariffs that will allow an interchange of goods 
between our own and other countries. We must not ruin our 


own industries, but we must buy from foreign nations a cer- 
tain amount of their products if we expect ever again to 
establish our export business in the position it once occupied, 

_ .A commission of the leading tariff and taxation experts 
might turn up some useful information for us, 


N. S. P. A. GIVES ADVICE 
ON BANK SITUATION 


(Continued from Page 1) 


have over a period of years met 
their financial obligations promptly 
when due. 

These arrangements will enable 
your customers to continué business 
on a sound, restricted basis, com- 
mensurate with their business abil- 
ity. 

The number of firms and the vol- 
ume of sales on open account will 
be relatively small in proportion to 
the cash and note plan sales. But 
keep your open account sales at an 
irreducible minimum, 

Appoint some one immediately to 
keep a close watch on note and open 
account sales and collections, and if 
any doubt develops through brief 
experience, that 

Open accounts pay when due, put 
them on the seven-day note plan; 
three-day note plan, or on c. o. d., 
and if 

Seven day note accounts cannot 
pay when due or if they fail to liqui- 
date their notes when due, put them 
on C. O. D., and if 

Three-day note accounts cannot 
pay, or if they fail to liquidate 
their notes when due, put them on 
ce. 0. 4. 

These are rather drastic measures, 
but conditions require it. However, 
by developing a big tear in your 
voice and by diplomatic sales tac- 
tics you will be able to retain the 
goodwill and business of present 
customers. 

Do not under any circumstances 
let present or prospective customers 
play you against other wholesalers 
to get your inventory out of your 
place of business on credit. Use 
your credit bureau or subscribe to 
one now and keep in close touch 
with it. 

2. Reduce personnel to the degree 
practical from your standpoint and 
reduce salaries and wages, making 
payment contingent on the amount 
of cash you are able to keep flowing 
into your business. 

Hardship on employees’ with 
family responsibilities and others 
who warrant sympathetic considera- 
tion may be minimized by stagger- 
ing employment on an every other 
week plan, or three days a week 
basis. 

Salesmen should concentrate their 
efforts on helping your customers 
liquidate their receivables, and place 
their business on a cash basis with- 
out delay or by adopting extremely 
short credit terms with their cus- 
tomers. 

3. Operating expenses should be 
trimmed to the bone and where 
possible entirely eliminated. 

Among the major operating ex- 
pense factors to be given immediate 
consideration are the following: 

Delivery: Substitute, to the degree 
possible, the C. A. G. plan (come and 
get it) for the A. V. D. plan (at your 
door). This will require salesman- 
ship of the first order, if you can- 
not enlist the co-operation of other 
wholesalers. However, by requesting 
co-operation from customers by ask- 
ing them if they can wait for an 
hour or so, plus the excuse that de- 
livery equipment is not now avail- 
able, but will be shortly, you will be 
able to get the business and at the 
same time reduce delivery expense. 

Rent: Take immediate steps to re- 
duce rental charges for property and 
buildings occupied. Surely your 
landlord will appreciate your desire 
to continue as a paying tenant, and 
that you are on your toes to keep 
expenses within bounds, so you will 
still be in business paying rent when 
others who have not taken the same 
precautionary measures are being 
washed up. 

Show him some of the other “Ex- 
pense Reduction Plans” you have 
set in motion. It will tell a con- 
vincing story and help sell the idea. 
In discussing this matter with your 
landlord, try to get the amount of 
cash payment each month, con- 
tingent on available cash. 

Other expenses: After you have 
made necessary adjustments in sal- 
aries, wages, rent and delivery ex- 
penses which amount to about 73 
per cent. of total expenses, you 
should immediately take inventory 
of other expense items and effect 
economies in keeping with require- 
ments. 

Use of checks: All bank checks 
accepted in payment of purchases 
and present receivables should only 
be accepted subject to payment in 
full, and that acknowledgment 


should be made in writing, stipulat- 
ing these terms. 

How to pay your manufacturer 
suppliers: While this is being writ- 
ten, manufacturers are receiving 
word from their sources of supply 
that future shipments will be made 
for cash only, or on very strict 
and limited credit terms. 

This means that they will need 
cash to met pay rolls and other ex- 
penses, and to buy raw materials. 

It is suggested that wholesalers 
limit purchases to those required for 
immediate stock replenishment and 
for which they can pay c, o. d. or 
at the time agreed upon as between 
themselves and their manufacturer 
suppliers. 

This does not mean that whole- 
salers should avoid paying present 
indebtedness to their manufacturers 
to the extent possible. Let’s each 
do our share to keep the wheels of 
industry turning while the bankers 
and state Legislatures decide what 
they will do with our money and 
the credit system. 

Inflation of currency: Do not lose 
confidence in this country of ours, 
but at the same time do not be- 
come too optimistic over the final 
outcome of the program to inflate 
currency. Moves are now being 
made in this direction and by the 
time you have read this far we will 
know more about it. In other words, 
get your feet on the ground, keep 
them there, and for the time being 
operate your business with the ut- 
most precaution. 

Out-of-town shipments: Ship- 
ments should only be made into 
areas affected by a moratorium or 
limited withdrawal plan after you 
are definitely or reasonably certain 
the customer is in a position to 
pay upon receipt of the merchan- 
dise, or on the credit terms estab- 
lished for each particular customer. 

Shipments en route to affected 
areas should be released on the 
basis of ability to pay on the part 
of the customer. (See your local 
freight or express agent or your 
postmaster.) 

Call a meeting: Immediately after 
digesting and setting into motion 
the suggestions contained herein, 
call a meeting of other N. S. P. A. 
wholesaler members in your im- 
mediate trading area and agree on a 
sound, practical procedure on the 
points covered herein. 

Then call a meeting of all whole- 
salers who are non-members of the 
N. S. P. A. and endeavor to get 
them to co-operate with you. 

A. R. Sandt has conceled a field 
trip in order to keep in close touch 
with conditions, and thereby be in 
a position to immediately call at- 
tention to additional conditions as 
they may develop and to give you 
constructive suggestions. 


WAYNE COUNTY SALES 
STEADY IN WEEK FEB. 3 


(Continued from Page 1) 


the month of February made a re- 
markably good showing, holding very 
close to the January level and not 
falling very far behind the record 
made in February, 1932. The total 
this February was 2,045 cars, against 
2,375 in January and 2,555 in Febru- 
ary last year. This is considered a 
real achievement, in view of the 
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MARCH 
5- j—New Orleans, La. Automobile show, 
Municipal Auditorium; Gordon Her- 
bert, manager. 
6-11—Manchester, N. H. Automobile show. 
8—New York. Annual regional meet- 
ing American Society for Testing 
Materials, Hotel New Yorker. 
8—New York. Society of Automotive 
Engineers. Metropolitan section 
meeting in conjunction with A. 8. 
T. M. meeting, Hotel New Yorker. 
10-19—Geneva, Switzerland. Internationa) 
Automobile Show. 
20—Washington, D. C. American Chem- 
ical Society meeting. 
20-25—Union City, N. J. North Hudson 
Automobile Show, Columbia Park. 
27-April 1—Minneapolis. Automobile Trade 
Association, Northwest Automobile 
Show, Auditorium. 
27-April 1—New London, Conn, 
bile show, State Armory. 


APRIL 


12-27—Milan, Italy. International 
mobile and Nautical Show. 

21-21—Cleveland, 0. National Petroleum 
Association, meeting. 


MAY 


2- 5—Washington, D. C. United States 
Chamber of Commerce, meeting. 


Automo- 


Auto- 


17-18—Tulsa, Okla. American Petroleum 
soemrute, mid-year meeting, Mayo 
otel. 


JUNE 
16-17—Louisville, Ky. American Automo- 
bile Association, convention. 
18-July 3—Bordeaux, France. Seventh Au- 
iguanas, Nautical and Aeronautical 
ow, 
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difficulties existing because of the 
banking situation. 

While Chevrolet held first place in 
February, it dropped from 801 to 
622. Ford, out with its new eight 
about the middle of the month, im- 
proved its count with a slight in- 
crease from 388 to 418. It still is 
second. Pontiac remains third, with 
a drop from 248 to 173, and Ply- 
mouth is fourth, with 131, as against 
195 in January, 

The surprise of the month was 
Oldsmobile in fifth place. With a 
count of only sixty-two in January 
this Lansing product jumped to 127 
in January. Buick went up from 
fifty-one to sixty-six and is sixth. 

There was little difference be- 
tween January and February with 
the others. Some gained two or 
three units, but few were thrown for 
losses. 

As for the trucks, there were 102 
titled, as against 147 in January. 
A year ago February the count 
was 205, ° 


URGE CASH BASIS 
FOR CAR AND PARTS 
MERCHANDISING 


(Continued from Page 1) 
uation and getting back to firmer 
ground in national finances. 

The proposal that dealers operate 
a C. O. D. basis was also recom- 
mended to jobbers in the parts and 
accessory field by the National 
Standard Parts Association in a 
bulletin addressed to members, 
which appears elsewhere in this 
issue. It is confidently . expected 
that the entire picture will be greatly 
improved during the next day or 
two, and early action by Congress 
is expected to clear away present 
legislative barriers before Thursday. 


GRAHAM FEBRUARY 
SALES UP 36 PER CENT. 


(Continued from Page 1) 
reported by Mr. Graham as 41 per 
cent. ahead of those for January. It 
also was announced that the com- 
bined export shipments for the 
months of January and February 
showed an increase over those for 
the comparative period of 1932. 

A continuation of this upturn in 
automobile sales is looked for by 
Mr. Graham, who pointed out that 
these gains were recorded despite 
sub-zero weather throughout a good 
part of the country early in Febru- 
ary. 

“Reports from distributors and 
dealers,” Mr. Graham stated, “con- 
tinue to be highly optimistic. They 
show the greatest public interest we 
have noted in three years, even 
greater than that expressed last year 
in our eight cylinder creation with 
which we introduced the design 
which has become the accepted style 
of 1933.” 











DEALERS’ LICENSES 
DROP IN VERMONT 


Montpelier, Vt., March 6.—Two 
hundred and fifty-six dealers’ li- 
censes were issued by the Vermont 
Motor Vehicle Department during 
the first two months of 1933, as 
compared to 293 in the same period 
of 1932. Repairers’ licenses dropped 
to 287 from 316 in January and 
February of last year. 

Pleasure cars registered during the 
two months this year showed a de- 
cline from 37,189 to 34,320, while 
commercial vehicles fell off from 
5,888 to 5,647. Operators’ licenses is- 
sued dropped about 2,000, to 51,931. 
Increases were noted in the regis- 
tration of motorcycles and trailers, 
from 53 to 57 in the first instance 
and from 147 to 168 in the second. 
Total fees received by the depart- 
ment in the first two months showed 
a decline of $85,394. 


HARTFORD EVENT SUCCESS 

Hartford, Conn., March 6.—Hart- 
ford dealers sold about $25,000 worth 
of new cars on the “Spring Opening 
Day” staged recently as a co-opera- 
tive event, according to a final 
check-up. The estimate was based 
upon a figure of twenty-five cars at 
an average price of $1,000 apiece. A. 
C. Hine, chairman of the “open 
house” committee, expressed com- 
plete satisfaction over the result of 
the effort, 
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WHAT CAR OFFERS GREATER SALES 
POSSIBILITIES THAN BUICK? 





Before you decide which car you are going to 
handle from now on, consider these facts: 





To make money you’ve got to make sales. 


To make sales, you’ve got to handle a product which offers mini- 
mum sales resistance in its price range, and has a broad market. 


You’ve got to operate under sound, progressive sales policies. 


You’ve got to be backed by vigorous local and nationwide 
advertising. 

You’ve got to tie up with a financially strong and permanent 
manufacturer. 


What car offers greater profit possibilities than Buick? 


1. For more than 29 years Buick has enjoyed public preference—and 
in recent years Buick has outsold every other eight in its price class 
by more than 3 to 1. 


2. During 1932 Buick outsold every other car of any make, with the 
exception of three lowest-priced cars. 


3. 89 out of every 100 Buick owners say they will buy Buicks again, 
establishing a great primary market. 


“ | . . there’s the Buick we want to see” 


4. There are 1,300,000 Buicks on the road, providing great possi- 
bilities of profit from a service standpoint, as well as from a replace- 
ment standpoint. 


5. Today Buick offers . 
Buick ever built. 


6. Buick dealers have the co-operation of sales experts who are 
skilled and experienced in the development of sound, progressive 
sales programs. 


. - in the new Buick for 1933 ... the finest 


7. Buick dealers are backed by local and nationwide advertising in 
newspapers and magazines, on the radio, on outdoor boards and by 
direct mail. 


8. Buick—as a Division of General Motors—offers assurance of per- 
manence and financial stability. 


The Buick franchise has always been one of the most desirable 


in the industry. Today, in view of prevailing conditions, it is 
even more desirable. 


If you feel that your personal and business progress would be 
facilitated by handling a car that offers so fine an investment 
in more and better miles of genuinely satisfactory motoring 
...if you believe that Buick offers greater possibilities of 
profit than any other car you may have in mind .. . we invite 
you to write for full details about the Buick franchise. 


Through B. O. P. Sales Co., Detroit, we can often arrange very attractive dual franchises for General Motors cars at some points. 


A GENERAL MOTORS VALUE NEW 1933 Bult { WITH BODY BY FISHER 
: 


BETTER AUTOMOBILES ARE 


WHEN 





BUILT...BUICK WILL BUILD THEM 
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OPPOSITION DEVELOPS Means Committee by automobile | cause the money taken in by the |said diversion of the highway fund | projects is increased by the provi- 
IN B AY ST ATE PLAN and gasoline interests. levy of the gasoline tax was abso-/as proposed by Gov. Ely in his|cions of two measures introduced by 
The committee heard a group of/lutely necessary for the upkeep of | budget recommendations asa means Senator Horace G. Prall of Hunter- 


TAX bills, including the governor’s bud-/the highways. Diversion of money | of lowering state taxes, was unfair 

To DIVERT GAS ES get recommendations relating to the | from the fund, he said, would make | and discriminatory to the motorists | 40m. One of the Prall bills increases 
h transfer of revenue from the high-|the gasoline tax a special class tax |of the state, because they are called |state aid in township roads from 75 

Boston, Mass., March 6.—Opposi- | way fund to the general fund, and|and it would make car ownership | upon twice to pay for the adminis-|to 90 per cent. and other increases 





tion to Gov. Ely’s budget recom-|also similar recommendations of the|the principle of taxation rather | tration of the state. state highway aid to municipalities 
mendations nad other bills tliat special recess committee. than property. In closing, he said SS to the same amount. A third meas- 
would divert any amount of the| Harry F. Stoddard of the Boston | every road dollar diverted would|p~wo HIGHWAY BILLS ure by the same sponsor eliminates 


a provision that country freeholders 

must appropriate half the cost of 
repair work on state highways in 
order to get state aid. 


, | Automobile Club was the first oppo- | militate against the unemployed. 

state highway fund to the general | ition speaker. He stated that his| Former Gongressman George H. IN N. J. LEGISLATURE 
fund or to any other purpose was/| organization was opposed to any|Stobbs of Worcester, representing| Trenton, N. J., March 6.—State 
voiced before the joint Ways and! diversion of the highway fund be-| petroleum and gasoline interests, | aid to township and municipal road 


CUMULATIVE NEW PASSENGER CAR 


Figures in this table are trom R. L. Polk & Co. of Detroit, with the exception of [linois, which are supplied by the Robinson Advertising Service, Springfield, Ill, and New Jersey, 
in the New York state total. Some of these data have been published previously, but is given here complete for the convenience of our subscribers. 


GENERAL MOTORS GROUP __ Ht 


HUDSON GROUP 















FORD GROUP 





CHRYSLER GROUP 
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DES MOINES SHOW 


BUILDS OPTIMISM 


(Continued from Page 2) 


tent was due to the personal ap- 


pearance at the show daily of Alice 
“dream girl.” 


Joy, radio’s 


A daily 


fashion revue also attracted consid- 


erable attention. 


Palm trees and modernistic deco- 
rations formed the background for 


REGISTRATION STATISTICS, JANUARY, 1933 





the showing of the tyenty-one auto- 
mobile lines. Buck Freeman was in 
charge of decorating the exhibition 
hall. He served in a similar ca- 
pacity for the Kansas City Auto- 
mobile Show. 

Factory representatives who were 
in attendance were enthusiastic in 
congratulating the Des Moines 
dealers on the success of the show. 
They were particularly encouraged 
since the Des Moines show is con- 
sidered one of the most important in 
the corn belt. 


Visitors evidenced a more than 
usual interest in the new models. 
Floor salesmen reported that many 
climbed into the driver’s seat, study- 
ing the new driving devices. These 
“automobile sitters” proved to be 
their best prospects, they stated. 

The lower balconies of the Col- 
iscum were thrown open, seating 
3,800 persons. These seats were en- 
tirely filled and the floors crowded 
during the evening hours. 


The Iowa Automotive Merchants | lows: 
Association held their annual state | Schooler 


convention in Des Moines during 
the show. Delegates to the conven- 
tion returned home with increased 
enthusiasm after visiting the local 
exposition and noting the decided | 
increase in interest of the buying 


public. 
In addition to the automobiles 
exhibited, twelve accessory lines 


were represented at the show. 

Des Moines dealers who partici- 
pated in the exhibition were as fol- 
Duffield Motor Company, 
Motor Company, Krui- 





denier Cadillac Company, Ray 
Dodge Chevrolet Company, Man- 
beck Motor Sales Company, Des 


| Moines Reo Company, Sear Auto- 


mobile Company, Wetherell-Mc- 
Ininch Company, Sander Motor 
Company, Swan Motor Company, 
Pittsley Motor Company, Millsap 
Motor Company, Ed O’Dea Chev- 
rolet Company, O’Dea Motor Com- 


pany, Jensen-Dunn Motor Com- 
| Pany, Hummell Brothers, Hudson- 
Jones Auto Company and Harter 


Motors, Inc. 


which are furnished by the New Jersey Moter List Company, New Car Division, ae N. J. Metropolitan ieee figures, compiled by Sherlock & Arnold, New York city, are included 


Readers desiring county, city or town lists, or lists of owners in any given section may obtain these by addressing any of these three companies. 


NON-AFFILIATED MANUFACTURERS 





STUDEBAKER GROUP 























WILLYS-OV’D GROUP 
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Connecticut, 1932 | 6| 6| 29| 41| 8| 2| 10| 5| | 5, 30) si 1 30, 4 6| 1,041 
Delaware, 1932 | | l 3) 3} 2) ! 2} | | 2) 2) 1 3) 8 a "255 
Florida, 1932 | 1| 3 24/ 28 | 25) 2 27| 12) | | 14) 21 9 7 —sCSs—“‘ |SCC!CYCSCC«d;«CST 
Georgia, 1932 | 5| 11 60) 76 | 14| 1| 15| 6 | 4, 20) 20) 8| 44 14] 1 3, ~*~, 798 
Idaho, 1932 | | 1| 3| 4| 3| 4) 7| | | | | 2| 1| ' 6) 4 |. 
Hlinois, 1932 t 21] 10} 252| 283] —=«192J 2i| 213, 2=SO)tst=<CS*«sS | 14) 10370 22! 98,143; 58] 5,164 
Indiana, 1932 | 1| 15| 123] 139 | 129) 13) 142] 24, j ] 13) 20) 22} 29| 26) 10| 6| 18| 3,180 
Kansas, 1932 | 2| 3} 26) 31] 40) 7 47 | 3] | | ] 9| 3| ij) CY —=«é; 800 
Maine, 1932 | 1) 2| 13} 16| 6) ij 7| 3] | 2| 3] 1| 14 10 7 —SCiYti‘“‘C‘CZO 
Maryland, 1932 | 3| 8| 38] 49| 20/ 3] 23| Ss | I jC 1 14, «210 9) 5] 1292 
Massachusetts, ’32| 28) 19} 105) 152 | 29) 8} 37, 32| 11| 39). —«35) 4| 107/ 43) 16] 21| 3,135 
Michigan, 1932 | 9| 20] 85] 114] 49] 7 56f iT | | | 100) 49) 18) ~—~«*19) 37] 21| 20, «437 
Minnesota, 1932 | 1| 2) 47| 50] 35] 6| aij St—éSS } | | 19) 10) | 10) 5] 7, +8 1,270 
Mississippi, 1932 | __—| 2| 15| 17| 4] ] 4, | | r | 4 | 9 ~ | | | 437 
Missouri, 1932 | 7 2| 29) 38] 52| 7 59] S—i«sT 4| | 6 25! 14) 8) 29) 13 1| 4{ «1561 
Nebraska, 1932 iss2 | 1| 2) 20) 23 | 34| 2] 36| 4| l [ | 8 4| 2) 4] 1,149 
Nevada, 1932 932, —C«Y | | 5| 5| | | se | | | | 1} | | _| 3 i “89 
N. Hampshire, ’32 | | 5| 7| 12] 1, | 6h rg | | | 7| | | 12 1 2 2] 262 
New Jersey, 1932 | 34) 16} 186| 236 | 73| 37] 110} 31 | | 14) 55| 40) 21) 101; 130) 17) 81 | 4,450 
New Mexico, '32_ | Pa 5| 5| 6| 1| 4 ay 1| | _— | ; ee ee ee | 
Tew York, 1932 | 48, ~—«34| 638] 720| 166,84 250 | 79) 2| 27 129] 88) 53) 441 220, 67 118] __‘:10,760 
Carolina, 1932 | 1| 4| 18} 23|  #+w qj 19] 10| 1| | | 3| 3| | 7 1| 2} _—«123 
Nerth bulota, "32 | | | 6| 6{ 18) 3) af | | | | 4 1| ! 7 a 1 _ 267 
Ohio. 193° —- et ee 12if 137] 3 160 | 53| 1| | 25) 72| 31) 8) 60) 35| 24 34 | 4,407 
Ohisah om a teas 2 | 2/ 1| 21| 24] 18| 2) 20| ” 7 SC«SS | 1| 3| 5| 2) 4 8 2| a] 1,439 
Ove om, 3: aa ae 3] 35) 39 | i1| 7 is, 1| | 13) i| tT yD 3) 9} 600 
Pe) asyi ania, 32} 19) 19) 189) 227 | 183} 19) 202} —SC—«O36 5| | 41| 89) 73| 48; 118) ~+«877] 20) 70 | 6,325 
So, Caro ‘na, 1932 { ] 1) 3] 4| 5} 1 6[~*6 1| | 1| 2} 3] 1 3] 4)  mneag 644 
0. Dakot .1932 | ] | 5] 5] 4| | 2| | | 1| 5| 2| 1| 1 i 
a 19335 ‘| 18) 115| 137 | 52| 4| sé, 10} 4| | 4| 31| 25} 1| 33] 12| 12 10] 4,119 
Utah, 1932s; ; 3| 9j 12} 31 ij 4| 1] j | 1) 5! 1) | 6| ae | 4; ~+~«+264 
Virginia, 1932 4 2) 38] 43 | 26) 6) 32,17 11) 1| 23/22] 5} 17| 15] 4] 7| 2,462 
West Virginia, 32 | 1| | 17! 18] 30} 1 = j ] 3] Ct*~t~=s~SYS 1| 17] 9| | SC«CO|SSC~*~*«~S 
Wisconsin, 1932 | 3| 6| 81/ 90 | 62/ 7 69 15] { | ae = 3] 59) 42) 7 4i{ 2,236 
Dist. of Col. 1932 | 3 25) 28 16 2j i8{_—:13) | | 6 —:18) ij 15) 37| 1) Ty 1,136 
469} 37 | | 198} 896/ = 255| «1379 958) 268) 561 | 70,751 
| 


Group Totals, ’32 | 


| 


2843 | 


1784 | | l 
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Explains Engineer’s Viewpoint 
To Service Men 


In his paper seaiiuiadl sesnnite belnis the Pittsburgh 
and Milwaukee sections of the Society of Automotive Engi- 
neers, Alex. Taub, research engineer of Chevrolet, sought to 
explain to service men and to other engineers how he views 


service problems. 


An abstract of his paper follows: 
When the foreman of the Chevro- “° 





let proving ground was asked re-| plug with proper consideration for 


cently what he thought was the 
most important message to the ser- 
vice men, he answered, “Tell them, 
for the love of Mike, use the in- 
struction book.” The book is not 
used so much as it might be. The 
reason for this neglect is, we be- 
lieve, the lack of understanding of 
the reason behind the instructions 
it contains. 


It is well to remember that direct 
selling on the part of sales organi- 
zations is only a portion of selling 
as a whole. The sales executive who 
has not a large owner support is 
doomed to pass, with his product, 
out of the picture. 

Too often we see dealer service 
avoided like a pestilence. A high 
percentage of cars never operate 
near their possibilities because they 
are delivered tight and full of fric- 
tion. It takes about 2,000 to 5,000 
miles to completely run in an auto- 
mobile. By then it has ceased to be 
of great interest to the dealer, un- 
less he is on his toes. Yet these are 
the cars that, with a little service 
care and understanding will be 
among the best performers, there- 
fore a company’s or dealer’ S best of 
Selling assets. 

Too often new service informa- 
tion is accepted merely as proof 
that the engineering department 
doesn’t know what it wants. The 
engineer, too, often forgets that con- 
ditions have changed with the pro- 
duct. Not only is the product more 
efficient, it is more complex. We 
must supplement the service chart 
with instruction as to why and how 
the product of today differs from 
that of yesterday. Too often the 
engineer, 
feld organization, elects to depend 
on charts rather than understand- 
ing. We must not forget that there 
must be better understanding of the 
present product. It is not the wil- 
fully dishonest mechanic that 
bothers us, but the good man that 
fails to understand. 

Engine movement is the most 
Serious cause of operating rough- 
ness. All engine movement of im- 
portance is about its center of grav- 
ity. At low speed the engine rolls 
e@bout this point. 

At high speed the movement 
6wings around this point as if the 
engine were hung horizontally. 
Therefore, with engine roughness at 
low speed we look for resistance to 
rolling, 
for resistance to swining movement. 
The smoother the original opera- 
tion, the more sensitive it is to vi- 
bration, because small vibration can 
now be felt. In making repairs, the 
rod and piston assembly should be 
weighed and the replacement made 
with parts exactly the same weight. 
Fits of piston should be as nearly 
e€qual to the original fit as possible, 
since friction is an important part 
of the balance. Rotating parts, such 
as clutch, should always be put back 
exactly as removed to make sure 
that existing balance is not dis- 
turbed. 


Attention shouid be paid also to} 


alignment of axle and joints when 
replacing these units. 

Spark plugs are the cause of much 
service complaint 
is said to be properly tuned, it is 
assumed to have uniform burning 
of the charge in every cylinder. 
Since burning starts at the spark 
plug points, it is extremely impor- 
tant that ignition should begin 
where intended and at the proper 
time. Expolsion time, which means 
the time from ignition to complete 
burning of the charge, is about 
seven-thousandths of a second. The 
slightest delay or lag will assume 
great proportions as compared to 
this time. 

The engineer 


locates the spark 


When an engine | 





smooth burning of the individual 
charge. This means the shortest 
time for the minimum shock. Since 
plug position is of outstanding im- 
portance, plug length is important, 
at least that portion that extends 
through to the chamber. A longer or 
shorter plug changes the pcsition in 
or out. Economy, being a direct 
measurement of efficiency, is quickly 


| affected by incorrect positioning. 


The spark plug gap is the most 
common disturber of engine per- 
formance. The gap is usually care- 
fully determined by the engineering 
department, and represents the com- 
promise between good idle, maxi- 
mum power, good economy and 
smoothness. Setting these gaps by 
screwdriver or thin dimes, or by 
squinting at the gap are common 
practices. Smooth, efficient opera- 
tion is out of the question until 
plugs are set where intended, and 
with proper tools, 

Plugs are designed for a given 
heat-carrying capacity, and selec- 
tion is made for an individual en- 
gine requirement between the ex- 
tremes of hot and cold running 


| plugs. Plugs that run too hot cause 


pre-ignition. If they run too cold 
lag and fouling occur. When plugs 
are changed they should be of equal 
capacity and in keeping with the 
engineering recommendations, 


Spark timing is sadly neglected in 
the field. With the high operating 
efficiency of today the present en- 
gine has become exteremely sensi- 
tive to spark timing. It is essential 
that the timing can be readily 
checked. The entire explosion time 


; : : | may > y , 
lacking confidence in the | ay be out of phase when the spark 


timing is off. Economy and eccelera- 


| tion drop quickly if the spark is 





retarded, and the waste heat in- 
creases and with it the water tem- 
perature. If the spark is over-ad- 
vanced, roughness and detonation 
occur, 


Spark advance is probably the 
most difficult determination the en- 
gineering department has to make. 
It varies with all speeds and temper- 
atures. The engineer provides an 
automatic means for maintaining 
the spark timing at the best compro- 
mise for each speed for economy, 
least detonation, and maximum per- 
formance. The vacuum spark ad- 
vance simplifies the compromise, 
Since the spark for car driving load 


and at high speed we look |@conomies can be set independent 


| of full load consideration. 


Engineers are satisfied today that 
detonation occurs in the area where 
the last gas burns. This, of course, 
is the area furthest from the spark 
plug. Control of detonation is ef- 
fected by decreasing the volume of 
the gas to be burnt in this area. 
Determinations are made with heads 
clean and with a standard fuel. 

Detonation is tremendously af- 
fected by the fuel used, and it is 
well to let owners know this in or- 
der that they may make their own 
compromise between fuel cost and 
detonation. 

Distributor points must be set cor- 
réctly. This setting is the shortest 
one usable with safety against 
jumping and pitting. 

Valve timing is readily upset by 
valve lash. On the average passen- 
ger car engine that is possibly quiet, 
0.001-inch lash variation is equal to 
eight degrees on flywheel timing 
variation. An exhaust valve must 
Stay on its seat long enough to cool, 
and if the exhaust valve lash varies 
throughout the engine valves vary 
in temperature. There might as well 
be different combustion chambers. 
If the intake valve lash varies, the 
effect on uniformity is obvious. 

Many engines in the field are op- 
erating with 0.004-inch variation 
among cylinders, Thus in some 


HEAR MORE OF 
STAINLESS STEEL 


Philadelphia, March 6.—At a re- 
cent joint meeting of four local or- 
ganizations interested in stainless 
steel held in the Elks Hotel, there 
was an exhibit of products made of 
the material, including airplane and 
railroad car parts, manufactured by 
the E.G. Budd Manufacturing Com- 
pany, 

Use of the Budd shot-welding 
process, which made practical the 
manufacture of many developments 
in stainless steel, was noticeable in 
many of the articles on display. The 
four groups which met were local 
chapters of the American Society 
for Steel Testing, the American 
Welding Society, the American So- 
ciety of Mechanical Engineers and 
the American Institute of Archi- 
tects. 

Marcus A. Grossman, research en- 
gineer of the Illinois Steel Com- 
pany, was the principal speaker. 
About 500 persons were present. 
The meeting was an attempt to 
show conclusively that stainless 
steel has found its place in the 
economic structure. D. T. Haddock, 
consulting engineer of the Ameri- 
can Sheet and Tin Plate Company, 
and Fred T. Llewellyn, chairman of 
the welding committeee, United 
States Steel, also spoke. N. L. 
Mockhel, chairman of the Philadel- 
phia Chapter of the American So- 
ciety for Steel Treating, presided. 


AUTOMOTIVE PLANTS 
IN SPRINGFIELD AREA 
HIT BY BANK CLOSING 


Springfield, Mass. March 6.— 
Local manufacturing concerns, 
whose products are distributed 


widely over the country, report con- 
siderable trouble resulting from the 
bank holidays. This situation af- 
fects orders as well as collections 
and has the effect of slowing down 
production in some plants. 

The sale of parts for manufac- 
turers’ use is impeded, and the gen- 
eral output of products through job- 
bing houses encounters interference 
owing to the obstacles put in the 
way of wholesale and retail trade. 
This trouble naturally arises less in 
transactions with large concerns 
having ample resources to meet the 
situation than with the many small- 
er establishments that from choice 
or necessity are influenced to act 
with strict caution. 

The automotive industry is among 
those experiencing difficulties in this 
connection. Shipments to the Ford 


plants have not been stopped, but | 


among many smaller concerns pur- 
chasing is being held in abeyance to 
a large extent. United American 
Bosch and Van Norman Machine 
Company report that the bank sit- 
uation is handicapping them in 
various localities. 


CLEVELAND §. A. E. 
TO MEET MARCH 13 


Cleveland, March 6.— Announce- 
ment of the March meeting of the 
Cleveland section, Society of Auto- 
motive Engineers, to be held at the 
Cleveland Club on Monday evening, 
March 13, was made by William 
Piwonka, secretary of the section, 
here today. The subject of the 
paper, to be presented by Joseph 
Geschelin, engineering editor of 
Automotive Industries, is ‘The 
Diesel Engine in Heavy Duty Trans- 
port Service.” The meeting itself 
is scheduled for 7.45 p. m., but will 
be preceded by a dinner at 6.30. 





cylinders the intake is closing 32 
degrees later than in others, push- 
ing out a large portion of the 
charge, In addition to this, the in- 
take is opening 32 degrees earlier in 
some cylinders than in others. Al- 
though in thousandths the valve lift 
may be small, it is sufficient to cre- 
ate intake roar and run idling. 


(To Be Continued) 








Pertinent 
POKES and PARRIES 


By HERBERT CHASE 
Engineering Editor 


Read Em 


Alex. Taub’s appeal to service men 
“to learn and think more of the 
reasons behind his product” will, we 
fear, fall on deaf ears in many cases 
and for several reasons. One is that 


comparatively few service men, we 
suspect, really understand why cars 
are designed and built the way they 
are and have no very convenient 
way of finding out in the average 
case, (Can it be that engineers 
themselves would sometimes have 
trouble in telling why?) 

There are exceptions to this 
dearth of information, however, and 
one of them is a service manual 
which Chevrolet has put out. We 
were permitted to read parts of a 
copy, some two months ago, or as 
much as we could read in a half 
hour. Probably would have stolen 
this manual if we hadn’t been 
watched, for we found it darn in- 
teresting. But its owner, a Chevro- 
let service man, valued it highly 
and indicated that copies are rather 
hard to get. What interested us 
especially was that the book told not 
only what changes had been made 
in this year’s car, but why they had 
been made, or at least why some- 
body figured they had been made, 
and he seemed to be truthful so far 
as we could judge. Probably the 
whole truth would not have been 
overly complimentary to somebody’s 
engineering. We do not recall any 
damaging entries. 

Anyhow, if somebody would send 
us a copy of this book we would be 
glad to tell the world more about 
it and try not to hurt anybody’s 





| READERS 


feelings in doing so. If there were 
more books of this kind we think 
that most service men would read 
‘em. But if they get to be so valu- 
able that the boss keeps ’em locked 
up in his safe and the men who do 
and try to sell good service can’t 
profit by what they contain, the 
appeal that Alex makes it less likely 
to be heeded. 


Gadgets Go 


We were delighted when we read 
at the end of Alex Taub’s recent 
S. A. E. section paper in which he 
explained the engineer’s viewpoint 
on service that “The era of the gad- 
get has passed. New ideas, new 
fundamental products will be the life 
blood of competition.” 

There are some who seem to feel 
that passenger car designers have 
sat back and let “accessory men” do 
most of the improving for them. We 
do not agree with this point of view, 
but we understand why it is held. It 
may apply to some engineers, but not 
as a rule, because they willed it so. 
In other words, they would have 
been glad to make basic changes in 
many cases had management per- 
mitted. 

Certainly the way is open for far- 
reaching improvement of a _ basic 
kind, and our guess is that the engi- 
neer who steps out and does some- 
thing really different and makes a 
good job of it will reap his reward. 
This, of course, is no reflection upon 
the parts engineer. He certainly has 
made the most of many opportuni- 
ties, but he cannot hope to work a 
revolution when basic changes in the 
vehicle as a whole are needed. 





STEEL TREATERS 
TO MEET 


Buffalo, March 6.—Earl C. Smith, 
chief metallurgical engineer of Re- 
public Steel Corporation, Youngs- 
town, O., is scheduled to speak on 
“Alloy Steels From the Manu- 
facturer’s Viewpoint,” at a meeting 
of the American Society for Steel 
Treating here on March 8, and at 
Rochester, N. Y., on March 9. 

Mr, Smith has attained nation- 
wide prominence as an authority on 
alloy steels, having been associated 
with the industry for a number of 
years. He addressed another meet- 
ing of the society on the same sub- 
ject recently at Muncie, Ind. His 
address deals with the manufacture, 
treatment and application of alloy 
steels. 


FUEL OIL VAPORIZER 
TESTED ON BUS 


New York, March 6.—A device for 
vaporizing fuel oil in such a way 
that it can be used in place of gaso- 
line for truck and bus engines is 
being demonstrated on a Yellow 
Coach belonging to the Public Serv- 
ice Co-ordinated Transport and has 
been used experimentally under 
traffic conditions, according to in- 
formation given out by the Thur- 
berator Corporation. 

Details concerning the device, 
which is called the Thurberator, are 
not available for publication, but 
test data given out by its makers 
show substantial reductions in fuel 
consumed as compared to the stand- 
ard equipment furnished with the 
engine, as well as in the percent- 
age of carbon monoxide in the ex- 
haust. Increase in power output is 
also claimed. 


BERGERON PRODUCTS, INC., 
GETS INTO PRODUCTION 


Holyoke, Mass., March 6.—A cer- 
tification of incorporation has been 
received by the Bergeron Products, 
Inc., of this city, which has started 
manufacture of piston rings, ac- 
cording to the patent of Alfred 
Bergeron. The officers are Mr. 
Bergeron, president; Attorney C. J. 
Crean, treasurer; Wolcott Winchen- 
bough, vice-president and _ sales 
manager. 

Under present arangements, the 
corporation which is capitalized at 
$10,000, will manufacture the piston 
rings in its present Railroad Street 
establishment, and if present indi- 
cations for increased business ma-~ 
terialize, more commodious quarters 
will be secured. 


BRITISH MAKERS TO. 
ANNOUNCE CARS IN FALL 


Washington, March 6.—New car 
programs for the 1934 season will 
not be announced by British motor 
manufacturers until after August 15, 
1933, according to the terms of an 
agreement recently concluded by the 
Society of Motor Manufacturers and 
Traders and leading British produc- 
ers of motor vehicles, according to 
a report from Trade Commissioner 
W. L. Kilcoin, London. 

Individual models may be an- 
nounced by the manufacturers at 
any time during the year under the 
terms of the new agreement, but 
complete new programs for the com- 
ing season, usually announced dur- 
ing the previous year, will not be 
made public by any of the British 
producers until August 15, 1933. The 
new agreement enly includes the 
program for private passenger Cars 
and does not restrict the production 
of new trucks or other vehicles, the 
report states. 
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